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One of the first steps Pat 
Ryan and his daughter 
Lindsay Ryan Jensen 
took when establishing 
their succession plan 
was to meet with their 
accountant to see what 
Ryan’s financial needs Z 
were in retirement and Risk Manager 


i) + | 4 Ge e008 —=-| to ensure he left the ; 
we — , i o: @  \. company in good Thomaston Savings Bank CEO Stephen Lewis spent 


the early part of his career examining hundreds of 
Northeast banks as a safety and soundness 
examiner for the Federal Deposit Insurance Corp. 


CT small, medium businesses lack planning for leadership ChangeS | seatiesocneee Pas 





financial shape. 





thought,” said Michael Camerote, mergers and acquisitions adviser 
By Brad Kane for Enfield M&A consultant Touchstone Advisors. 
bkane@HartfordBusiness.com As Baby Boomers head into retirement, the concerns among suc- 
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UJ p to 85 percent of the small and medium-sized companies — businesses — particularly family-owned cmpanies — aren't adequate- 





in Connecticut don’t have solid succession plans, posing a _ ly preparing the next generation to take over, leaving them unable to Index 
significant threat to the economy as more business owners deal adequately with bankers, customers, suppliers and employees. m Week in Review: PG. 6 









retire in the next 10 to 15 years. That threatens the short- and long-term viability of the company. 

The worst-case scenario: Business owners looking to cash out For business owners to successfully transition to the next leader m@ Focus: PG. 8 
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investors to take over control, which could lead to business clo- ownership group or an outside party — they need to plan for years in 
sures, relocations and/or significant layoffs. advance to ensure a smooth transition and prevent loss of customers, @ Deal Watch: PG. 11 
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Family businesses are an integral part of the social and business 
fabric of our state. These awards recognize outstanding 
achievements in family-owned businesses and fell the story of a 
select group of the region’s most successtul firms. This event is an 
excellent networking Opportunity and learning experience for 
business leaders. 
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to nominate! 


CATEGORIES: 
¢ Full Time Employees less than 25 
e Full Time Employees 25-75 

e Full Time Employees 76-199 

e Full Time Employees 200+ 








> NOMINATE AT: HARTFORDBUSINESS.COM/FAMILYBUSINESS 
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or email aorsini@HartfordBusiness.com for any 
questions and link to nomination form. 


GET RECOGNIZED IN 2015 WITH THIS SPECIAL ISSUE AND AWARDS EVENT 
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Football player 
takes over delayed 
Hartford stadium project 


By Brad Kane its entire $12 million, said Stephen Cole, Hart- 
bkane@HartfordBusiness.com ford’s director of economic development, who 
EL AIA MELE HR aT tet eT ee nddes the Gis-wall eae ine neweaiuinie 
former college and arena football player Black Diamond after construction is complete. 
has taken over control of the delayed $12 Negotiations with the city and Black Dia- 
million Dillon Stadium project in Hart- mondstill are ongoing, but the lease could last 
ford, with plans to construct a new facility for aslongas 48 years without renewal, Cole said. 
his professional soccer team to play starting The city’s agreement with Black Diamond 
with the 2017 season. on Dillon Stadium’s demolition has been 
James Duckett, CEO of Black Diamond Con- finalized, and Massachusetts-based Wise 
sulting, has merged his company withthe previ- Construction is set to begin demolition of the 
ous contractor for the Dillon Stadium project original stadium in the next couple of weeks. 
— Hartford-based Premier Sports Management The demolition will be finished in time for the 
Group (PSMG) — which originally planned to —_ construction of the new stadium to begin in mid- 
have the redeveloped stadium complete forthe October, said Mitch Anderson, president of the 
2016 outdoor soccer season. former PSMG and now vice president 
Last week, Duckett’s com- of operations for Black Diamond. 
pany announced a new pro “We have to destroy that 
soccer team, Hartford City thing,” Anderson said. 
FC, has joined the Major 
Arena Soccer League, 
and will play 10 indoor 
games at the XL 
Center starting this 
November. The goal 

is to eventually have 


















































































Legal limbo 
Anderson took 
over the Dillon Sta- 
dium project in May 
2014 after the city 
ended its deal with the 
Hartford City FC also project’s original devel- 
join the North American oper, Hartford consul- 
Soccer League (NASL) to HART EFC YR l) tant Civic Mind. Whereas 
play outdoor games at Dil- ( . IT "4 2 ( ~ Andersonr’s vision for the 


lon Stadium. stadium centered on bringing 
“Tam excited to bring the out- a professional soccer team to the 
door team here, too,” Duckett said. “This city, the Civic Mind proposal focused 
is just one piece of the pie here, and weare going moreonusingitasavenue for local highschool 
to have a few more.” and community sports, as well as events, which 
Black Diamond plans to privately finance — is more in line with the historic use of Dillon. 
the new professional soccer stadium, Duck- In December, Civic Mind sued the city, 
ett said, but he did not disclose potential Anderson and PSMG for at least $866,000 argu- 
financiers. ing, among other things, that its contract was 


The Dillon Stadium demolition originally wrongfully terminated. The city tried to have 
was supposed to be completed by July 7 but the suit dismissed, but that request was denied. 
has been beset by delays. The city of Hartford, Thetrialisscheduled to begin sometime in 2017 

sate ~_ which owns the stadium that sits in Colt Park, unlessthe sides decide to settle, said Peter Mar- 
Meee aay : ne retained PSMG to oversee the demolition and tin, attorney for law firm Hinckley Allen, who is 
| pes toes pies construction of anew facility afterterminating representing Civic Mind. 
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can its tentative deal with the original developer. “They refused to meet with us. As far as I 


The city set aside $12 million over three know, weare working toward trial,” Martin said. 


a ie = 
Li, ead SS 


: we = | i years in its budget for Dillon Stadium, a por- Anderson and the city’s attorney, Lisa Sil- 
ie CECE e HM yeh, esata hat ter ae th Sree Week ma eA tion of which has been spent onenvironmen- _ vestri, declined to comment on the lawsuit. 
Se ee § tal testing and initial demolition work. 

Black Diamond CEO James Duckett (right) and Vice President of Operations Mitch Anderson bookend the star player for If Black Diamond uses private financing 
their new indoor soccer team, Tommy Williams, who played soccer professionally in England. for the new stadium, the city might not spend Continued © 
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ar mene aoe a Subscribe today to receive weekly issues in print and digital, 
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© Dillon Stadium 


Professional soccer 

In addition to leasing the stadium from the 
city, Black Diamond will own the soccer team 
that plays there; Anderson will be the team’s 
president and general manager and Duckett 
the majority owner. 

Meantime, Hartford City FC will play 10 
home games this fall at the XL Center in the 
Major Arena Soccer League, with a potential 
for one or two more playoff home games. 
Hartford will be an expansion team in the 
23-team league. 

“This gives us 10 extra events, and it brings 
a different dynamic, a different audience than 
our other events,” said Chris Lawrence, XL 
Center’s general manager. 

The team also is in negotiations with the 
North American Soccer League (NASL) for 
outdoor soccer games at Dillon Stadium in 
2017, Anderson said, to create year-round 


professional soccer in Hartford. Although they 
will play under the same brand, the indoor 
and outdoor versions of Hartford City FC will 
have different coaches and different players, 
although a handful of athletes may play for both 
teams. 

Duckett first came to New England in 2001 
when he was playing arena league football, 
according to his bio on Black Diamond's website. 
Before that, he played for Millersville University 
in Pennsylvania and then spent five years com- 
peting for roster spots inthe NFL. He is originally 
from Maryland but now resides in Somers. 

Duckett said the soccer team is the begin- 
ning of what he wants to do to get Hartford 
youth more involved in sports, particularly 
during winter months that can lead to amore 
sedentary lifestyle, which puts New England 
athletes at a disadvantage from those in the 
South who have warm weather year-round. 


> ‘lam excited to bring 
the outdoor team here, 
too. This is just one piece 
of the pie here, and 
we are going to have 
a few more,’ 


James Duckett, CEO, 
Black Diamond Consulting 


On September 10th, join us in recognizing 
these outstanding professionals! 
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_ Awards Luncheon 
- Thursday, September 10, 2015 


11:30 a.m. — 1:30 p.m. 


Location: Marquee Events & Catering 
960 Main Street, Hartford, CT 


Single Ticket Rate: $75 
Table of Ten Rate: $700 


(Single Tickets: $85 & Table of Ten: $800 AFTER September 3rd) 


Keynote: 


and Fun 
Josh Solomon 





Single Ticket Rate: $75 
Table of Ten Rate: $700 





(Single Tickets: $85 & Table of Ten: $800 AFTER September 3rd) 


To Register Online Visit: HartfordBusiness.com 


and click ‘“‘Our Events’’ 


Or Contact Amy Orsini at 860.236.9998 ext. 134 
or email aorsini@HartfordBusiness.com for 


more information. 
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Minor League Baseball, 
Finance, Philanthropy 


Owner, the Hartford Yard Goats 


Honoring Chief Financial Officers for their 
outstanding performance and commitment. 


Special Issue Supplement Publishes: Sept. 14th 





Edgar Bernier 
Catholic Charities 


Karlos Boghosian 
Capitol Chiropractic Center 


Robert Bowsza 
HARC, Inc. 


Michael Ciarcia 
Costello Industries, Inc. 


John Ciochine 
Davidson Specialty Foods 


Mark Daley 
Material Innovation 
and Recycling Authority 


Linda Discepolo 
South Central Connecticut 
Regional Water Authority 


Marshall Gaines 
InterCommunity 


Wendy Hodge 
Chrysalis Center, Inc. 


Patti Jackson 
The Bushnell Center 
for the Performing Arts 


George Lauri 
State Line Oil, Inc. 





RESERVE YOUR SEATS TODAY! 


2015 GFO of the Year 
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Finalists 

Glenn MaciInnes 
Webster Bank, N.A. 


John Meehan 
A&A Office Systems, Inc. 


Walter Megenis 
BHHS New England Properties 


Robert Mercado 
Mental Health Connecticut 


Vin Pescosolido 
S&S Worldwide 


Rick Sorensen 
Insurity 


Robert Trojanowski 
Community Foundation 
of Greater New Britain 


Sudhakar Vamathevan 
Community Renewal Team, Inc 


Laurie A Whelan 
Hospital for Special Care 


Ronald Wuenneman 
Supreme Industries, Inc. 


Richard Yuris 
Ferazzoli-lmports of New England 








For more details, visit HartfordBusiness.com/CFO 
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Harvard Pilgrim 
HealthCare 
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DESIGN BUILDERS GENERAL CONTRACTORS e® CONSTRUCTION MANAGERS 


President and CEO, 


Thomaston Savings Bank 
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Highest education: MBA, 
University of Connecticut, 1991. 


Executive insights: 


“Practice what you preach. 
| think it’s very important as 
you're talking to your 
employees and telling them 
behave in a certain way, you 
should reflect that yourself. 
> Walk the talk, so to speak. | 
eee think that’s very important.” 


“As a CEO it’s very important 
to have a relationship with 
your staff and to be 
accessible to them.” 





PDS Engineering & Construction served as General 
: = Contractor for two new free standing bank facilities 
Stephen Lewis went from being a bank regulator to running a bank as for Webster Bank in Fairfield County. 


CEO of Thomaston Savings Bank. 


Lewis takes banking 


The Bridgeport branch included mechanical, 
electrical, plumbing, millwork, ceramic floor & tile, 
metal fabrication, rough carpentry, doors & hardware, 
aluminum framed entrances, and gypsum board. 

The Norwalk branch required heavy site work and 
demolition to remove the original apartment building 


PDS has been meeting 
iW al=m al=t=1¢ ke) mal = 
construction industry 


career full circle 


By John Stearns 


jstearns@HartfordBusiness.com 


efore Stephen Lewis ever ran a 
bank, he evaluated banks as an 


examiner for the Federal Deposit 
Insurance Corp. It provided valuable 
insight for what he would do later. 

After working ayear at Security Capital 
Credit Corp., a Glastonbury finance compa- 
ny, and obtaining his MBA at UConn, Lewis 
landed at the FDIC in 1991, when the North- 
east was battling through a recession, real 
estate downturn and bank failures. 

“The second assignment I had was [to 
examine] a bank that was about to fail,” said 
Lewis, 49, who joined Thomaston Savings 
Bank in 2006 as senior vice president and 
chief financial officer/treasurer and became 
president and CEO in 2010. “So instantly you 
got to see all the things not to do in bank- 
ing — what a bad loan looked like, what 
bad policies look like, what bad governance 
looked like. It was a great experience from 
that perspective.” 

What he thought would be a three- to four- 
year stint turned into 15 years at the FDIC, 
examining hundreds of Northeast banks asa 
safety and soundness examiner and supervi- 
sory examiner in Connecticut for the Boston- 
New York region. 

Lewis said he tried to take a balanced 
and reasonable approach with banks, 
except where the law offered no leeway. 

“As an examiner, it can be very easy just 
to make recommendations and not think 
how it impacts the institution,” he said. “And 
one of the things | always tried to do was 
look at it from the bank perspective: ‘How 
is this recommendation or suggestion going 
to impact the rest of the institution?’ And 
I always tried to weigh those two things.” 

But examiners don't always see results 
of their recommendations. Lewis said he 
wanted to make decisions and see their 
outcomes and successes, so he set his 
sights on becoming a CFO at a financial 
institution, landing a job at Thomaston. 

Today, he runs the 141-year-old bank, 
which had $847.2 million in assets as of 
June 30 and posted $1.9 million in net 
income through six months. The bank has 
scored the highest financial soundness rat- 
ing by bank research firm BauerFinancial 
Inc. for 100 straight quarters, including 


www.HartfordBusiness.com 


through the Great Recession. Based in 
Thomaston, it has 10 branches within New 
Haven, Litchfield and Hartford counties, 
with an 11th under construction and set to 
open in Bristol in early 2016. 

A state-chartered mutual savings bank 
that doesn’t have stockholders, the bank’s 
goal isn’t to drive share price, but to take 
long-term views and make long-term invest- 
ments in the communities in which it oper- 
ates. It focuses largely on residential and 
commercial real estate lending and uses a 
relationship-banking model that Lewis said 
served it well, including during the recession. 

“We know where we are lending, we know 
what the real estate values are, we stuck to 
what we are good at, didn’t get caught up in 
the 105 percent loan-to-value type lending, 
or no-income-verification lending,” he said. 

Keys to success include staying cur- 
rent on banking delivery channels, 
whether in a branch or on a smartphone, 
treating employees well, which translates 
to customers, and being community-ori- 
ented, Lewis said. The bank established a 
foundation in 1997 to return money to the 
community in perpetuity. 

Lewis gives back personally, too, a les- 
son he learned growing up in Coventry with 
parents who served on the town committee 
and board of education. His involvements 
include serving on the Connecticut Busi- 
ness & Industry Association board. When 
his children, Jonathan and Benjamin, now 
14 and 17, were younger, Lewis coached 
their youth sports, including soccer, which 
Lewis played at Villanova as a6-3 defender. 

Lewis stays fit today biking, running 
and hiking with his wife, Kimberly. 

He’s earned widespread industry 
respect, said James Nichol, Thomaston 
Savings Bank’s executive vice president- 
chief operating officer. 

“Steve’s just somebody that you don’t 
feel like you work for him, you feel like 
you work with him,” Nichol said. It’s just a 
really nice atmosphere. “His enthusiasm 
and high energy really stands out.” 

Lewis welcomes change, is progressive 
and innovative, listens to staff, has built 
a team atmosphere and is very engaged 
with customers, employees and commit- 
ted to the organization, Nichol said. 

“He’s earned the loyalty of all of us,” 
Nichol said. a 


maintained on the property. 


PDS ENGINEERING & 
CONSTRUCTION, INC. 


THINK e PLAN e BUILD 


107 Old Windsor Road, Bloomfield, CT 06002 
(860) 242-8586 | Fax (860) 242-8587 


since 1965. Our 
dedicated team of 
design and construction 
professionals welcomes 
the challenge of serving 
its past and future 
customers on their most 
demanding projects. 
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It’s the up-+to-date information 
you need to do better business! 


Sign up today at HartfordBusiness.com 
Click on the ‘SUBSCRIBE’ button 
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Keep your exterior colorful 
and festive year round with our 
exterior seasonal program! 


new leaf 


Interl1ors 


indoor / outdoor plantscapes « holiday decor 


P.O. Box 2468, New Britain, CT 06050 


800.969.3837 


www.newleafinteriors.com 
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BY THE NUMBERS 


SOAM 


The amount of money the U.S. 
Department of Health and 
Human Services says 
Connecticut should repay the 
agency because of improperly 
billed Medicaid services. 


1.7% ¥ 


ter, Mass. Other partners include Cedar Sinai Medical Center, Columbia Univer- 
sity Medical Center, Emory University, Nationwide Children’s Hospital and the 
University of California’s San Diego and San Francisco campuses. 
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CT Children’s forms esophageal 
partnership with Mass. biotech 


Connecticut Children’s Medical Center has formed a pre-clinical program 
with a Massachusetts biotech to develop a process for repairing or replacing 
the human esophagus, the two said. 

The Hartford-based hospital and Holliston, Mass.-based Harvard Apparatus 
Regenerative Technology (HART) will work with bioengineered scaffolds, which 
= use a patient’s cells to repair or replace the esophagus (the tube that connects 
— a: the mouth to the stomach). 

The ratio of mortgaged weil ——— al The goal is to find a way to treat a rare condition known as esophageal atre- 
— a | = '— sia, in which some of the esophagus is missing, making it difficult for babies to 


—_ 


Connecticut homes that were in = 


foreclosure in June, according to 
Corelogic. 


$1 million 
The amount of money the state 
expects to save from offering 
smaller incentives during the 
sales-tax holiday that runs 
through Aug. 22. 








The number of months Enfield 
solar encapsulant maker STR 
Holdings has to increase its 
share price to at least $1, or the 
company could face a New York 
Stock Exchange suspension and 
delisting. 


TOP 5 MOST READ 


on HartfordBusiness.com 


® Life insurer: Hartford 
ranks highly for retirees 


@ $10M will help Jax create, 
share disease models 


® Southington plastic 
distributor files Ch. 11 


® Glastonbury firm to build 
Mass. power plant 


® Slimmed down CT 
tax holiday on deck 


STAY CONNECTED 


For breaking and daily Greater Hartford 
business news go to 
www.HartfordBusiness.com. 


HBJ on Twitter: @HartfordBiz 


HBJ on Facebook: 
www.facebook.com/HartfordBiz 


HBJ on LinkedIn: 
www.linkedin.com/company/ 
the-Hartford-Business-Journal 


Daily e-newsletters: 
HBJ Today, CT Morning Blend 
www.HartfordBusiness.com/subscribe 


Weekly e-newsletters: 
CT Green Guide Weekly 
www.HartfordBusiness.com/subscribe 
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Gemma Power Systems CEO William Griffin. 


TOP STORY 
Glastonbury firm to build Mass. power plant 


Glastonbury construction firm Gemma Power Systems has received a $100 
million contract to build a 200-megawatt power plant in Medway, Mass. 

Gemma will engineer and build the Simple Cycle Power Plant for Chicago 
energy firm Exelon Generation Co. Exelon already operates a 173-megawatt 
oil-fueled power plant on the 70-acre site. 

The contract is dependent upon Exelon getting all regulatory approvals 
for the project. 

Gemma has several other power plant construction projects underway, 
including one in Texas and two in Pennsylvania. 

“Exelon is a new customer for us and we’re gratified with the confidence 
they have shown in us to construct this essential power facility for them,” 
said William Griffin, CEO of Gemma. 


BANKING & FINANCE 


Hartford Club reaches settlement 
in $1.4M foreclosure 


The 142-year-old Hartford Club has reached a settlement with its lenders to 
stave off foreclosure over $1.4 million the private club owes in unpaid debts, 
according to court documents. 

Days after the Connecticut Appellate Court denied Hartford Club’s appeal to 
prevent the sale of its home at 46 Prospect St. in downtown Hartford, the club 
and Berkshire Bank struck a deal to keep the institution in its own home and, 
presumably, to pay off a portion of the debts. 

The details of the settlement were not disclosed and had yet to be finalized. 

The club ran into trouble in April 2014 when — after not making any pay- 
ments for 18 months on $1 million owed to Berkshire Bank — a Connecticut 
Superior Court judge ordered in June the Prospect Street property to be sold in 
foreclosure. The club, which famously had Mark Twain as a member, appealed 
that decision and had been trying to work out a deal with its lenders. 


BIOSCIENCE 
$10M will help Jax create, share disease models 


The Jackson Laboratory, which has its genomic medicine research facility 
in Farmington, said it will use a new $10 million federal grant to launch a new 
research center. 

The five-year National Institutes of Health grant will help seed the Center for 
Precision Genomics at Jackson Laboratory, Jax said last week. 

The genetic-research nonprofit said it envisions the center will be a hub for 
geneticists, technology experts, biologists and others to collaborate on develop- 
ing precision mouse models of disease. 

The center will collaborate with researchers from seven universities and 
medical centers across the country, including UMass Medical School in Worces- 


= 7 . “iy = swallow and sometimes breathe. 


If the collaboration results in any inventions or intellectual property, Connecti- 
cut Children’s will license it exclusively to HART. 


LEGAL & COURTS 
Southington plastic distributor files Ch. 11 


An overleveraged capital structure and significant drop in petrochemical 
prices have forced Southington’s Thornton & Co. Inc. to file for chapter 11 bank- 
ruptcy, the plastics distributor said. 

With liabilities and assets each ranging from $10 million to $50 million, TCI 
filed for bankruptcy protection last week in Hartford. The company said it has 
between 100 and 199 creditors. 

Founded in 1994, TCI said it had approximately $200 million in sales last year. 
The company said in a statement that it was unable to convince its lenders, led by 
People’s United Bank, to approve a plan aimed at resolving its financial problems. 

The company said it felt forced to file for bankruptcy so that its suppliers that have 
made accommodations during its financial struggles would receive some money back. 

TCI said it is soliciting purchase and equity-investment offers. The company 
has retained Gordian Group LLC as its financial advisor and investment banker. 


INSURANCE 
The Phoenix posts mixed 2Q 


The second-quarter flow of red ink flattened for The Phoenix Cos. Inc., but 
the Hartford insurer’s shrinking financial-reporting expenses were offset by a 
spike in mortality costs. 

For three months ended, Phoenix said it posted a net loss of $22.6 million, or 
$3.93 a diluted share, vs. a net loss of $22.4 million, or $3.90 a share, sustained 
the same quarter last year. 

Second-quarter revenues, however, rose to $422 million vs. $413.1 million 
a year ago. 

“The net loss was driven primarily by unfavorable mortality and financial 
reporting expenses that remain elevated but are beginning to decline,” CEO 
James D. Wehr said. “These factors were partially offset by the positive impact 
of higher interest rates.” 

Phoenix’s financial-reporting costs were $31 million lower in the first half 
of 2015 than the same period a year ago. Phoenix has been overhauling and 
updating its financial-reporting apparatus after catching up on several years of 
earnings restatements tied to a series of accounting errors. 

The insurer has pledged to trim $110 million from overhead by late 2017. 


MANUFACTURING 
Glastonbury tooling maker inks Pratt contract 


Glastonbury’s Habco Industries said it has signed a license agreement to 
supply tooling to East Hartford aerospace engine manufacturer Pratt & Whitney. 

Habco said it will be the exclusive supplier for commercial tooling in support 
of Pratt’s legacy engine programs, which include JT3D, JT8D, JT9D, PW2000, 
PW4000 and PW6000 models. 

Terms of the agreement, which began in the second quarter, were not disclosed. 


Loon Medical Inc. in Tolland names CEO 


Loon Medical Inc. in Tolland has hired George Panciera as CEO. 

Loon, which manufactures the CareSentinel line of caregiver support prod- 
ucts, said Panciera brings 35 years of experience in product and process devel- 
opment, business transformation, and sales and marketing. 

Most recently, he was president of Bolton’s HDH Technologies LLC, where he 
led a team developing and marketing a low cost, hand-sanitizing compliance 
management system. 

Panciera earned an MBA at Stanford University, master’s degree in computer 
science from Rensselaer Polytechnic Institute, and bachelor’s degree in engi- 
neering from Cornell University. 
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Downtown Hartford’s Gold Building has a new owner. 


REAL ESTATE 


Source: Stilts, 100 Pearl 
landlord bags Gold 


New York realty investor Shelbourne Global Solutions LLC, lately 
a prolific acquirer of downtown Hartford office towers, is adding The 
Gold Building to its trophy case, a source says. 

Shelbourne has agreed to pay in the high $70 million for the 
26-story skyscraper, known formally as One Financial Plaza, 755 
Main St., at the corner of Pearl Street, according to the person 
knowledgeable about the transaction but who requested anonym- 
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ity last week because the deal has yet to close. Closing will occur 
by sometime in October, the person said. 

Talcott Realty Partners has been The Gold’s owner since 2000 
when it paid $59 million for the building. 

With closing in the works, Shelbourne already is scouring one or 
more tenants who can fill the Gold’s upper floors currently occupied by 
lead tenant United Technologies Corp.’s management, the person said. 

Ideally, Shelbourne seeks one large tenant who can fill UTC’s 
space, and is dangling the prospect of granting “naming rights” to 
the building to the lucky tenant, the person said. 

Meanwhile, Shelbourne already retained a major architec- 
tural firm, the person said, to oversee a wholesale redesign and 
makeover of The Gold’s Main Street entryway and the adjoining 
pedestrian and retail corridor that links the tower to its attached 
1,000-plus-space parking garage. 


W. Simsbury makes U.S. Realtors’ 
“Hottest Zip Codes” list 


West Simsbury is the 43rd “hottest” zip code in America for 
residential real estate, according to a new ranking by Realtor.com. 

Represented by zip code 06092, the 4.4-square-mile section of 
Simsbury was the only Connecticut zip code to make the list of 50 ge- 
ographies where properties have the most viewings and sell the fastest. 

The top zip code for the January-to-June period was in the 
Greater Boston city of Melrose. 

Realtor.com said each of the 50 geographies on its list has a 
housing market where homes sell as much as nine times faster 
than average and where property viewings are as much as eight 
times more common. 


Connecticut foreclosures continue to fall 


Connecticut’s inventory of foreclosed homes continued to 
shrink in June, according to Corelogic. 

The ratio of mortgaged homes in some level of foreclosure was 
1.7 percent in June — the 10th highest in the country. 

That was down from 2.7 percent in June 2014, which was the 
sixth highest of any state. And it was down from 1.8 percent in May. 
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WHAT’S AHEAD: 


8/24 Focus: Sports 
The List: Toughest Golf Courses 
Nonprofit Profile: Fidelco 


CALENDAR 
WEDNESDAY, SEPT. 9 
Assoc. for Corporate Growth Fall Conference 


The Association for Corporate Growth 
Connecticut and Boston chapters are hosting 
the first-ever New England Fall Conference 
that will bring together over 100 M&A 
dealmakers from across the region. 


The two-day event, which starts at 3 
p.m. Wednesday, Sept. 9, will take place 
at Mohegan Sun, 1 Mohegan Sun Blvd., 
Uncasville. 





The target audience is senior-level M&A 
executives. The keynote speaker is Brian 
Kelly, founder and managing member of Brian Kelly Capital LLC and the 
author of “The Bitcoin Big Bang: How Alternative Currencies Are About to 
Change the World.” 


Cost to attend is $125 for ACG members; $200 for nonmembers. 


For more information or to register go to: http://www.acgboston. 
org/events/event.aspx?F_d=09%2f09%22015&F_y=2015&F_ 
m=9&Eventld=15147&. 


FOR A COMPLETE LIST OF GREATER HARTFORD BUSINESS EVENTS, GO TO 
WWW.HARTFORDBUSINESS.COM AND CLICK ON ‘CALENDAR.’ ALL CALENDAR ITEMS 
MUST BE SUBMITTED ELECTRONICALLY VIA OUR WEB SITE, HARTFORDBUSINESS.COM. 


4:30-6:30 p.m. 
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CT Commerce Dept. office 
launching export research arm 


By Matthew Broderick 


Special to the Hartford Business Journal 


arc Nemeth, president of Meriden-based Jonal Labora- 
tories, is no stranger to exporting. His manufacturing 
company, which produces sealing parts for the aero- 
space industry, has been selling its wares in foreign markets for 
nearly 40 years. But even Nemeth, the second-generation in the 
family-owned business, was surprised to realize that exports last 
year accounted for nearly 15 percent of his company’s $10 million 
in annual revenue. 

“The percent of our revenue coming from foreign markets 
[mostly Canada and Europe] has consistently increased over 
the last five years,” he said. 

Jonal Laboratories isn’t the only Connecticut company 
leveraging exports. About 6,000 Nutmeg State firms — most- 
ly small to mid-sized businesses — exported $15.9 billion in 
goods in 2014, down from $16.4 billion a year earlier. Despite 
the strong numbers — Connecticut ranked 27th for export- 
ing among all states in 2013 and 18th per capita — many state 
trade and industry experts believe more can be done to boost 
overseas sales. To achieve that end, the U.S. Department of 
Commerce office in Connecticut is developing and will begin 
to sell market research reports and consultation about for- 
eign market opportunities and risks. 

Anne Evans, district director of the U.S. Department of Com- 
merce in Connecticut, said the service — which will generate 
market-specific reports for businesses for $50 — will help com- 
panies address a primary impediment to international trade: 
lack of knowledge about foreign markets. That was rated as the 
No. 1 challenge to exporting by 18 percent of the 140 businesses 
that responded to arecent international trade survey conducted 
by the Connecticut Business & Industry Association. 

“We are uniquely positioned to help Connecticut busi- 
nesses grow their exports,” Evans said, noting that her office 
not only has access to extensive market research, but more 
importantly — through the U.S. Department of Commerce — 
has experts around the globe who understand foreign markets 
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In February, Jonal Laboratories President Marc Nemeth (sitting, right) signed a 
long-term supplier agreement with Dave Emmerling (sitting, left), Pratt & 
Whintey’s vice president of strategic sourcing. As part of the deal, Jonal will 
supply the East Hartford jet engine maker with non-metallic, rubber-based 
elastomeric parts that will be used for Pratt & Whitney’s PurePower engines. 
and cultures at the ground level. 

About half of the Connecticut exporters surveyed in 
CBIA’s 2015 trade survey said they used the services of trade 
representatives to establish new markets, up from 36 percent 
in 2013. Growing that number further, Evans said, will help 
more companies overcome the fears of the unknown. 

Jonal Laboratories’ Nemeth said his company has relied upon 
the state’s Department of Commerce to build foreign relationships 
that are, he argues, essential to success in the export business. 

“In foreign markets, it takes an extended time — as much 
as five years — to build relationships [with business partners],” 
Nemeth said, noting his company works as part of the supply 
chain for some of the world’s largest aerospace companies. 
“Our Connecticut Department of Commerce has helped con- 
nect us through trade shows in Europe, set meetings with key 
partners and make recommendations.” 

By her own conservative estimates, Evans says her depart- 
ment — working with more than 2,000 Connecticut businesses 
— helps generate approximately $125 million a year in revenue. 
Growing that number speaks to a strategic focus on competing 
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Exporting Concerns 


The Connecticut Business & Industry Association recently 
asked 140 Connecticut companies what their biggest 
concerns were about exporting to foreign countries. 
Here’s how they responded: 


General lack of knowledge about foreign markets 18% 





SOURCE: CBIA 


in anincreasingly global economy where nearly 95 percent of the 
world’s consumers live outside of the United States, and foreign 
market opportunities are expected to grow significantly in the 
next 15 years. In fact, by 2030, more than 2 billion Asian consum- 
ers alone will join the global middle class, fueling strong demand 
for consumer goods and services. 

That’s good news for Connecticut businesses like Jonal Lab- 
oratories, which this past May was one of 45 small-to-midsized 
companies nationwide to receive the President’s E-Awards — now 
in its 53rd year — in recognition of the company’s significant con- 
tribution to the expansion of U.S. exports. 

Nemeth continues to see a bright horizon for his company’s 
foreign opportunities, which he expects will drive much future 
growth; they have projections of doubling revenue in the next 
three to five years. “We have nearly 40 new clients,” Nemeth said. 
“And the majority of them are in foreign countries.” aa 


x-Im Bank closure means exporters face financing hurdles 


Q&A talks about international trade financing with Chris Buchholz, senior vice president and commercial banking market manager at Santander Bank in Hartford. 


What is the impact of the shut- 
down of the Export-Import Bank 
m@ (Ex-Im) of the United States? 
A: The shutdown of the Ex-Im Bank will 
impact the ability of many compa- 


A: Private lenders are doing a lot to help 
exporters by providing letters of credit, work- 
ing-capital financing, foreign exchange services 
and documentary collections. Large interna- 

tional banks also have interna- 


nies, especially small businesses, 
to grow their international sales. 
The Ex-Im Bank is an indepen- 
dent federal agency whose mis- 
sion is to bolster U.S. job growth 
by providing trade financing. The 
agency provides several programs 
to help exporters including export 
credit insurance, either directly or 
through brokers, which insures for- 





tional trade portals with useful 
country specific information, an 
international desk and trade teams 
that help companies understand 
customs and trade barriers, make 
overseas connections and navigate 
programs like the Small Business 
Administration Export Express. 


Q: What are the biggest chal- 


eign accounts receivable against a CHRIS lenges faced by exporters? 

buyer’s payment default. Another is BUCHHOLZ A: According to the USS. 
through its working-capital, loan- 9 Department of Commerce, more 
guarantee program, which makes it Senior vice than 70 percent of global purchas- 
easier for banks to lend against for- president and ing power is located outside Amer- 
eign accounts receivable and issue commercial ica, and 95 percent of all global 
standby letters of credit for bid and banking market consumers reside in foreign coun- 
performance bonds. Without these manager, tries. This tells us that perhaps the 
credit enhancements, some compa- Santander Bank best opportunity for economic 


nies may not qualify for financing. 


growth in Connecticut is selling 
into foreign markets. A key advan- 


Q: What can private lenders do to 
help exporters in light of Ex-Im Bank’s 
shutdown? 


tage of international trade is that it opens up 
new and broader markets for U.S. companies 
and allows them to grow their businesses. 
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There are many challenges facing compa- 
nies that are either currently exporting or inter- 
ested in exporting. In a recent international 
trade survey of Connecticut companies by the 
Connecticut Business & Industry Association, 
concerns included trade and regulatory barri- 
ers, insufficient knowledge of foreign markets, 
connecting with customers, managing foreign 
currency risk, difficulty managing payment 
risk, and linguistic and cultural barriers. 


Q: What types of financing do compa- 
nies that want to export need to consider? 

A: Companies need a broad range of finan- 
cial services, including letters of credit, docu- 
mentary collections, foreign currency exchange 
and working-capital financing. A company sell- 
ing on open account terms is at risk of payment 
default by the foreign importer. Requiring a 
letter of credit issued by the foreign importer’s 
bank to the exporter’s bank mitigates the pay- 
ment risk. Documentary collection services 
performed by banks facilitate the sale, shipment 
and transfer of title to the goods. Standby let- 
ters of credit are issued to support performance 
and bid bonds. Companies will need to convert 
foreign currency into U.S. dollars during the 
payment process — a service offered by com- 
mercial banks. Finally, a working-capital line of 


credit may be needed to finance the buildup of 
inventory and accounts receivable. 


Q: How does international financing 
differ from domestic financing? 

A: While payment default risk exists any time 
a company sells on open account, lenders will 
include domestic accounts receivable as col- 
lateral in its borrowing base for working capital 
lines of credit. Typically, a domestic bank will 
not include foreign accounts receivable in the 
borrowing base, and an exporter may need a 
credit enhancement such as export credit insur- 
ance and government-loan programs, including 
the Export-Import Bank’s working capital loan 
program and the Small Business Administration 
Export Express program, which targets small 
and midsized companies. These loan products 
free up cash, which enables a company to grow 
more quickly and export more products into 
new markets. 

With domestic trade, the mobility of goods is 
easier across the U.S. in comparison to exporting 
overseas where there are international trade bar- 
riers, tariffs and customs procedures. In domes- 
tic trade, a single currency is used (the U.S. dol- 
lar) whereas, in international trade, there may be 
foreign exchange exposure and risks associated 
with fluctuations in a foreign currency. a 
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Country 


France 


Canada 


Germany 


Mexico 


United Arab Emirates 


China 


United Kingdom 


South Korea 


Japan 


Netherlands 


Algeria 


Singapore 


Brazil 


Belgium 


Hong Kong 


Qatar 


Switzerland 


Brunei 


Italy 


Malaysia 


Taiwan 


Dominican Republic 


Turkey 


Venezuela 


Poland 


Connecticut's top foreign trade partners 


Dollars exported 


2014 


$2,211,402,104 


$1,895,299,689 


$1,712,172,017 


$1,280,832,296 


$1,142,042,833 


$903,533,825 


$719,427,768 


$672,568,563 


$540,218,757 


$489 495,358 


$387 ,796,214 


$339,971 ,201 


$313,809,116 


$234 ,739,666 


$202,935,916 


$200,449,913 


$175,219,655 


$142,117,638 


$141 ,035,264 


$139,737 ,298 


$122 943,484 


$122,932,378 


$122,270,510 


$117,286,647 


$117,247,708 


2013 


$2,425,332,103 


$1,909,604,929 


$1 ,397,238,655 


$1 ,213,262,393 


$1,212,073,836 


$912,642,907 


$693,206,264 


$569,452,904 


$529,028,015 


$486,667,921 


$193,273,726 


$539,205,814 


$318,072,853 


$233,498,910 


$181 300,186 


$243,145,290 


$170,311,312 


$123,636,400 


$146,058,003 


$311,476,845 


$128,563,383 


$129,389,301 


$228,530,015 


$44,732,516 


$123,533,416 


(Ranked by 2014 dollars exported) 


Leading products 


Transportation equipment; machinery, except electrical; fabricated metal products; computer and electronic products 


Transportation equipment; electrical equipment, appliances and components; machinery, except electrical; primary metal manufacturing 


Transportation equipment; machinery, except electrical; computer and electronic products; electrical equipment, appliances and components 


Chemicals; primary metal manufacturing; electrical equipment, appliances and components; machinery, except electrical 


Transportation equipment; fabricated metal products; machinery, except electrical; computer and electronic products 


Transportation equipment; computer and electronic products; machinery, except electrical; electrical equipment, appliances and components 


Transportation equipment; computer and electronic products; machinery, except electrical; fabricated metal products 


Transportation equipment; machinery, except electrical; electrical equipment, appliances and components; chemicals 


Transportation equipment; computer and electronic products; machinery, except electrical; electrical equipment, appliances and components 


Machinery, except electrical; computer and electronic products; transportation equipment; chemicals 


Machinery, except electrical; electrical equipment, appliances and components; food manufactures; fabricated metal products 


Transportation equipment; computer and electronic products; special classification provisions; chemicals 


Transportation equipment; machinery, except electrical; electrical equipment, appliances and components; computer and electronic products 


Computer and electronic products; transportation equipment; chemicals; miscellaneous manufactured commodities 


Computer and electronic products; fabricated metal products; machinery, except electrical; chemicals 


Transportation equipment; special classification provisions; machinery, except electrical; fabricated metal products 


Transportation equipment; fabricated metal products; miscellaneous manufactured commodities; chemicals 


Transportation equipment; machinery, except electrical; fabricated metal products; computer and electronic products 


Transportation equipment; computer and electronic products; fabricated metal products; machinery, except electrical 


Transportation equipment; machinery, except electrical; fabricated metal products; computer and electronic products 


Chemicals; computer and electronic products; machinery, except electrical; electrical equipment, appliances and components 


Agricultural products; miscellaneous manufactured commodities; chemicals; machinery, except electrical 


Waste and scrap; transportation equipment; special classification provisions; computer and electronic products 


Machinery, except electrical; computer and electronic products; electrical equipment, appliances and components; fabricated metal products 


Transportation equipment; fabricated metal products; machinery, except electrical; computer and electronic products 


Notes: Figures reported for dollars exported, 2013, have been revised since the last publication of this list. Products listed are the top four leading product groups exported to each country according to the North American Industry Classification System (NAICS). 
.S Department of Commerce, International Trade Administration 


Source: 


—Compiled by Roger Magnus and Heide Martin. 
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To view the full list, please visit HartfordBusiness.com 


> Did we miss you? 


We want to publish the most complete and accurate lists possible. To correct an error or submit information, 
contact Roger Magnus, research director, at (508) 755-8004, ext. 263 or rmagnus@nebusinessmedia.com. 
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290 Federal Road, Brookfield, CT 
2002 | 33,000 sq ft 


227-235 Federal Road, Brookfield, CT 
2014 | 25,000 sq ft 


Contact us at 1-855-BUILD-86 or visit us on the web. 


ENGINEERS e DESIGNERS * CONTRACTORS 
www.borghesibuilding.com 


©2011 BlueScope Buildings North America, Inc. All rights reserved. Butler Manufacturing™ is a division of 
BlueScope Buildings North America, Inc. 


2155 East Main Street ¢ Torrington, Connecticut 06790 
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50 N. Main St., Wallingford. 


Sold Wallingford office bidg. 
to be repositioned 


19,000-square-foot office building 
on Wallingford’s North Main Street 
has sold for $875,000, brokers say. 
Buyer John Hall is weighing conver- 
sion of the medical/professional building 
at 50 N. Main into a mixed-use complex, 
said seller’s broker Pearce Real Estate. 
RCR Enterprises LLC was the seller. 





A 


S. Windsor space offered 








A 37,626-square-foot industrial ware- 
house in South Windsor is for sale or 
lease, brokers say. 

Located on four acres at 694 Nutmeg 
Road North, the building offers heavy 
power, ample parking, 11 docks, a pair of 
drive-in doors, and a large, fenced-in yard. 
Included is 4,371 square feet of office space. 

The asked rent is $4.50 asquare foot. The 
25-year-old building also is listed for sale 
with a $1.5 million asking price. 

Mobile Redemption Q&E LLC is the 
landlord. 

Sentry Commercial is listing broker. 


CT Kenpo’s ‘dojo’ 

CT Kenpo Karate has relocated its 
martial-arts instruction academy to 2,250 
square feet in Newington’s Best Market 
Plaza, 175 Lowrey Place. 

CT Kenpo previously was housed at 64 
Market Square in town. 

Reno Properties Group was sole bro- 
ker in the lease with landlord Lowrey 
Place Realty LLC. 


DeNovellis’ new home 

DeNovellis Restaurant is preparing 
to relocate its Rocky Hill eatery to a bur- 
geoning part of town, brokers say. 

Owners Enzo DeNovellis and sons David 
and Devin have leased 4,300 square feet in 
the 13,000-square-foot Cold Spring Plaza, 
950 Cromwell Ave./Route 3 in Rocky Hill. 





Following an extensive renovation to the 
space, the new restaurant is set to open this 
fall, according to lease broker Reno Proper- 
ties Group. 

Cold Spring LLC is landlord. 

Their nine-year-old restaurant serving 
northern Italian cuisine is housed about four 
miles away, at 2060 Silas Deane Highway. 

The strip center and Cromwell Avenue/ 
Route 3 are near the heart of a redevelop- 
ment explosion underway that is adding 
some 400 new luxury apartments to that 
area's more than 2 million square feet of 
corporate office and technology space, 
hotels and shopping centers. 


$1.85M Glastonbury listing 





A pair of high-bay industrial buildings 
in Glastonbury are on the investment mar- 
ket, priced at $1.85 million, brokers say. 

Built in 1988, the pair of steel buildings 
at 129 Kreiger Lane total 21,666 square 
feet, resting on 2.4 fully fenced acres at 
the end of a cul-de-sac. 

Two tenants currently generate posi- 
tive cash flow in the building, according to 
listing broker Sentry Commercial. 

The property is owned by E+J Preli 
LLC. a 
Deal Watch wants to hear from you. 
E-mail it, along with contact informa- 
tion to: gseay@HartfordBusiness.com. 
Gregory Seay is the Hartford Business 
Journal News Editor. 


www.HartfordBusiness.com 
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Tne Book 
is Back. 


AND BETTER THAN EVER. 
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Camerote said. 

Because most businesses in Connecticut 
aren't doing this, owners will have to resort 
to selling their businesses to a third party, 
said Thomas DeVitto, chief marketing offi- 
cer for West Hartford accounting firm Blum- 
Shapiro, which conducted a global study on 
business succession planning. 

Even for businesses that are preparing 
to be sold — by doing things that buyers like 
such as eliminating debt, raising revenue, 
diversifying the customer base — they will 
face acongested market because Connecti- 
cut’s working population is aging at a fast 
clip, which means more businesses will be 
for sale, DeVitto said. 

“If they end up being purchased by an 
out-of-state company, you don’t know if they 
are going to close or relocate the business,” 
DeVitto said. “There is then a whole host of 
unknowns that will have a big impact on the 
Connecticut economy.” 


Lack of planning 

The BlumShapiro report “Succession 
Reset: Family Business Succession in the 
2lst Century” found that 80 percent of 
family-owned businesses globally haven't 
adequately prepared for an upcoming transi- 
tion, which, in the case of businesses owned 
and operated by one person, could come at 
any time with an illness, death or retirement. 

DeVitto said BlumShapiro has partnered 
with UConn to study the issue specifically 
among Connecticut companies and the ini- 
tial raw data shows 80-85 percent of Nut- 
meg State businesses are unprepared. 

Camerote said between 70-80 percent 
of the businesses he encounters — not just 
family-owned firms — haven't even thought 
about succession planning. 

“When companies are transferred to some- 
one who is not prepared to take over, your sup- 
pliers are more likely to leave you, your compe- 
tition will go after your customers, the banks 
will pull their support and your employees will 
start to look elsewhere,” Camerote said. 

A 2013 survey by the Connecticut Busi- 
ness & Industry Association of 209 family 
businesses, regardless of size, was slightly 
more optimistic, showing 50 percent of 
respondents had a formal succession plan 
in place. 

Still, that leaves half of all businesses 
without a plan for who is going to take over 
leadership roles in the next 10-15 years, said 
CBIA economist Peter Gioia. 

“One of the main reasons is everybody 
likes to think they are invincible, even 60- to 
70-year-old executives, who think they will 
be there forever and always be healthy,” 
Gioia said. “People live longer, and they are 
healthier, but stuff still happens.” 


How to plan 

Transition planning starts with having 
the designated successor — be it a family 
member, top-ranking employee or group of 
employees — understand every facet of the 
business and build up the necessary relation- 
ships with the key players, Camerote said. 

In the case of West Hartford’s Ryan Mar- 
keting, company founder Pat Ryan realized 
about nine years ago that his daughter Lind- 
say Ryan Jensen was starting to display a 
passion for the future that no other would- 
be successors had. 

“This is a young person’s business 
with social media and everything being 
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minute-by-minute,” Pat Ryan, 67, said. “It 
has totally passed me by, but Lindsay is just 
unbelievable at making it happen for us.” 

Ryan Jensen, 33, and her father started 
planning for succession by coming up with 
a formal timeline when he would transi- 
tion out of his day-to-day role. In about five 
years, he will move into a non-executive 
chairman role of the 10-employee agency 
— still chipping in with his network of con- 
tacts — while she takes over the regular 
leadership role. 

“We never felt like we had our backs 
against the wall, and we were forced into a 
decision,” said Ryan Jensen, who is the firm’s 
managing partner. “My father was never 
going to hand over the reins of the company 
unless I totally understood the vision that he 
had started.” 

This planning and advanced training 
is the exception to the rule, said Ira Bryck, 
director of the UMass Amherst Family 
Business Center, which works with Con- 
necticut companies. 

Even when family business owners do 
have a designated successor in mind and 
that person wants to take over the role, 
most firms don’t train those people ade- 
quately on all areas of the business, Bryck 
said. Instead of starting people in the pro- 
verbial mail room and having them slowly 
move up the ladder, would-be successors 
tend to be put in high-ranking positions 
right away. 

“The result is they may be good at their job, 
but they more often than not are not getting 
the adequate leadership training,” Bryck said. 


Untenable positions 

For companies that don’t have a succes- 
sor, the outlook for selling to a third party 
is never great, as only 20 percent of com- 
panies that put themselves up for sale are 
successful at completing a deal, Bryck said. 

This is largely due to concerns over the 
unknown: If one strong person founded 
the company and has been leading it for 
decades, buyers will be wary of what will 
happen once that person leaves, Bryck said. 

“Some companies are not easily sellable 
because the company is based on the per- 
sonality of the current owner,’ Bryck said. 
“A lot of companies ... end up being sold to 
companies that are not in the area. That is 
a big problem.” 

For businesses that do have potential 
successors, the key is introducing that per- 
son to the company’s lenders, Bryck said. 
Bankers will determine the credit worthi- 
ness of the next generation, which will be 
the foundation of a successful transition. 

“Unfortunately, most business own- 
ers aren't that concerned about planning,” 
Bryck said. “Chasing down the next order 
is always more important.” 

The good news is there has been a real 
uptick in the number of advisers capable 
of helping business owners do succession 
planning, Camerote said. As more business 
owners reach retirement, it is a growth area 
in financial planning. 

However, even though the overall vol- 
ume of companies looking for succession 
planning is increasing, they still represent 
only about 20 percent of the firms needing 
to do such planning, Camerote said. 

“The people that are getting prepared is 
avery small portion of those that we deal 
with,” Camerote said. a 
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John Lyman Ill (left) — sitting with his uncle Michael Waller, 
seventh generation family member and former marketing VP — 
has three sisters and one brother, but he was the only child to stay 


at the Lyman Orchards business and succeed his father. 





When succession planning 
is done well 


By Brad Kane 


bkane@HartfordBusiness.com 


hen John Lyman III was 14 years old, 
W he got his first job helping to thin 
out the peach orchard at the fam- 
ily business, Lyman Orchards in Middlefield. 

After college and traveling for a year, 
including a stint at an orchard in Holland, 
Lyman II came back to work for his name- 
sake company in 1980. Lyman III, now 58, is 
the top-ranking family member of a 274-year- 
old business that has successfully been 
handed down through eight generations. 

While financial planners and business 
advisers say up to 85 percent of small and 
medium-sized businesses aren’t preparing 
adequately for succession, companies like 
Lyman Orchards 
have been doing it 
for generations. 

Lyman III said 
the — succession 
plan between he and his father — John 
Lyman, Jr. — was never that formal but was 
helped along the way by the corporate struc- 
ture initially set up in 1949 and the support of 
the 191 shareholders who own the company. 

Today, Lyman III and the company are 
busy preparing the ninth generation of 
Lymans to eventually take over. The key, 
he said, is making sure ninth generation 
family members — representing 90 of the 
191 shareholders who are almost entirely 
family — continue to see the value in own- 
ing and operating the 1,100-acre property 
and identifying leaders who will take over 
the day-to-day operations. 

Lyman Orchards has actually been run 
by three non-family presidents since John 
Lyman, Jr. retired — the current president 
and CEO is Steve Ciskowski, who has been at 
the company 21 years. Lyman II said astrong 
management team is key to ensuring smooth 
transitions generation after generation. 

“Tt is going to be more of a formal pro- 
cess than what I experienced when I came 
back,” said Lyman III, who is the company’s 
executive vice president. 

Pat Ryan, too, is enthusiastic about 
the future of the West Hartford market- 
ing firm he founded back in 1996. He and 
his daughter Lindsay Jensen Ryan have a 
plan in place for her to become the second 
generation to lead Ryan Marketing. 

“Over the past five years, what she has 
been able to do has been unbelievable,” 
Ryan said. 

Ryan said having his daughter with the 
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Making sure its ninth generation (above) has the 
same appreciation for the land and the family busi- 
ness has been a priority of Lyman Orchards’ board. 


company has helped generate more rev- 
enue, too, as it attracted family-business 
clients like transportation firm DATTCO 
and grocer Stew Leonard’s. 

Ryan Jensen started tagging along 
with her father 
to work when 
she was 7 years 
old, accompany- 
ing him on client 
photo shoots when he worked for a New 
York City firm. When she went to college, 
she knew she was going to come back and 
work for her father, and as time passed, it 
became clear to both of them that she was 
ready to take over one day. 

Ryan Jensen said the hardest part of 
succession planning was coming up with 
that initial timeline. Ideally both she and her 
father would stay on as long as possible, she 
said, but they needed that set date where 
she would take on the main leadership role. 

“Tt is a tricky thing to plan for. It is an 
awkward thing to plan for, but if you talk 
about these issues upfront, then that makes 
it easier,” Ryan Jensen said. 

Even as he phases into a less day-to- 
day role, Ryan Jensen said it will be help- 
ful to have her father available to drum up 
business and offer counsel. 

“My father is a bit of arainmaker in that 
his network and his connections are really 
what creates business for us, and — luck- 
ily —that doesn’t go away with age,” Ryan 
Jensen said. 

At Lyman Orchards, the board of direc- 
tors is already talking about who will be 
the right person to transition in as the lead 
family member after Lyman III. He said he 
has a 23-year-old nephew and a 30-year- 
old cousin who are in the day-to-day oper- 
ations and could eventually take the reins. 

“We are very enthusiastic about the 
future,” Lyman III said. “There is a unified 
view in the family that the land is our big- 
gest asset.” a 
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CT tightens W-4 filing rules amid probe 


One, a nurse at Middletown’s Connecti- 
cut Valley Hospital, claimed “99” personal 
exemptions — the maximum — on her IRS 
Form W-4, with no federal tax 
withheld from her combined 
$515,239 in salary from 2007 to 
2012, according to court papers. 
She also failed to file federal 
tax returns for the same six- 
year period in which her tax bill 
totaled $73,599. 

As a result, the state Depart- 
ment of Mental Health and Addic- 
tion Services (DMHAS) employee 
faced the loss of her job, prison 
time and the forced repayment 
of tens of thousands of dollars in 
unpaid federal income taxes, pen- 
alties and interest when she was 
due for sentencing last Friday. 

Two other DMHAS workers 
indicted for income-tax related 
fraud have since quit their jobs, a 
state agency spokeswoman said. 
In all, Connecticut has about 
60,000 full- and part-time work- 
ers on its payroll. 

William Offord, IRS’s Boston 
special agent in charge of the 
New England region, says findings from that 
probe have spurred similar IRS withholding 
and tax-filing investigations into state work- 
ers in other parts of New England and the U.S. 
He declined to specify where. 

“This particular scheme is so egregious we 
just couldn't ignore it,” Offord said. “Because 
they’re state employees, we kind of see itas a 
public-corruption thing.” 

Stephanie Elliott, the nurse convicted 
of tax evasion, claimed she learned to pad 
her take-home pay by loading up her W-4 
form with fake deductions from hospital co- 
workers, according to prosecutors’ May 2015 
presentencing memo. 

That cluster of workers even coined averb 
— “99-ing” — one Offord says he had never 
heard of in all of his 27 years as an IRS inves- 
tigator, to describe their withholding scheme. 

Elliott also claimed, the memo states, 
that previous tax returns she did file were 





William Offord, IRS’s 
Boston special agent in 
charge of New England 





Dan Gottfried, tax partner, 
Hinckley Allen 


prepared by aman named “Buddhu,’” whom 
the government says was ultimately arrest- 
ed for preparing fraudulent returns. Under 
her plea, Elliott will repay Uncle 
Sam $105,697.22 in unpaid fed- 
eral taxes and interest. 

Tax-filing misdeeds for most 
of the remaining state workers 
did not rise to the level of pros- 
ecution, Offord said. Many have 
been resolved through nego- 
tiations as to the amount of tax, 
penalties and interest due, he 
said. 

IRS-New England region 
spokeswoman Amy MHosney 
said the probe into Connecti- 
cut state workers’ withholding 
began when an enterprising IRS 
field agent conducted a “deep 
data dive,” cross-indexing filers’ 
W-4 exemption claims with their 
yearly income-tax filings. Hosney 
declined to specify the date the 
probe launched, but she and court 
papers say it has been underway 
since at least early 2014. 

Those with discrepant W-4s 
and unfiled tax returns were 
flagged for further investigation, yielding at 
least 80 Connecticut state workers whose 
withholdings and tax filings were a mismatch, 
according to the same pre-sentencing memo- 
randum that prosecutors filed in nurse Elliott’s 
case. The number of W-4 “exemptions” claimed 
impact the portion of a filer’s pay held aside to 
cover state and federal income taxes, effec- 
tively raising or lowering a filer’s net paycheck. 

“We do these kinds of probes to check on 
compliance, to see where there’s no compli- 
ance,” Hosney said. 

Such probes, Offord said, enable the IRS to 
fulfill its mission of trying to obtain 100 percent 
voluntary compliance by taxpayers regardless 
of whether the economy is up or down, or filers 
are wealthy businessmen, executives, profes- 
sionals, or blue-collar workers. 

The investigations also serve to reassure 
taxpayers, he said, that no matter one’s income 
or socio-economic status, everyone is being 


Bradley trade zone 
expanded to five counties 


The 34-year-old Windsor Locks foreign 
trade zone in the shadow of Bradley Interna- 
tional Airport has been expanded to include 
select lands in the five counties surrounding 
the facility — Hartford, Litchfield, Middlesex, 
Tolland and Windham. 

The trade zone is a way for manufactur- 
ers and other users of expensive supplies to 
avoid paying duties on exports and imported 
products, until they enter the stream of com- 
merce, by storing those goods inside the des- 
ignated areas. Trade zones are designed to 
level the playing field for domestic producers 
of goods to compete with foreign suppliers, 
said Patrick McMahon, economic develop- 
ment consultant for Windsor Locks. 

The U.S. Foreign Trade Zone Board in 
July approved expansion of the Windsor 
Locks trade zone — labeled FTZ #71 — to 
up to 2,000 acres spread throughout the five 
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counties. Previously, the trade zone was 
only allowed for the original 17-acre site in 
Crown Industrial Park in Windsor Locks and 
an additional 390-acre site owned by Griffin 
Land in Windsor and East Granby. 

Any property owner that wants to create 
a site within the 2,000-aggregate-acre trade 
zone must pay an initial access fee of $7,500 
and an annual fee of $5,000. 

“With the growth of Bradley Inter- 
national Airport and the importance of 
the world economy on our own state and 
regional economies, this new tool will help 
companies in the region to grow and pros- 
per,” said Steve Wawruck, Windsor Locks’ 
first selectman. 

The Foreign Trade Zone program was 
established in 1934, and FTZ #71 was created 
in Windsor Locks in 1981. 

— Brad Kane 


held accountable to pay what they owe. 

“This is a scheme that a lot of people can 
relate to,” the IRS special agent said. “Who 
wouldn't want their full amount of their pay- 
check without any withholding?” 


Public warning 

The probe’s existence and the IRS’s pur- 
suit of the worst offenders, officials say, also 
reminds taxpayers to think twice before com- 
mitting withholding and tax-filing abuses. 

“If people think they're not going to get 
caught, the more likely people will cheat on their 
taxes,” said Connecticut U.S. Attorney Deirdre 
M. Daly, whose office is spearheading the tax- 
evasion prosecutions. 

Elliott’s attorney, Deborah Stevenson of 
Southbury, says her client has accepted respon- 
sibility for her incorrect W-4. But Stevenson 
contends that beyond that, the state was legally 
bound to withhold the proper sum from Elliott’s 
pay. Stevenson also wonders why the IRS hasn't 
held the state accountable for its role. 

However, DMHAS, the state Comptrol- 
ler’s Office, and IRS argue that ultimately the 
responsibility is the employee/taxpayer’s. 

According to comptroller’s office spokes- 
woman Tara Downes, each state worker is 
individually responsible for her/his compliance 
with federal withholding statutes. The comp- 
troller’s office, Downes said, is only responsible 
for providing state agencies and employees with 
“the most current information to ensure they 
understand the federal rules and regulations.” 

Not surprisingly, few of the state work- 
ers caught up in the IRS federal withhold- 
ing probe breached their responsibilities 
as state taxpayers. Whether or not they had 
legitimate federal withholding declarations, 
most apparently still managed to promptly 
file their state tax returns, according to 
state Revenue Services spokeswoman Sarah 
Kaufman. 

The simple reason: Being current on state 
income taxes is one of the conditions for keep- 
ing their state jobs, Kaufman said. Along with 
failing to file federal returns from 2007 to 
2012, Elliott lapsed in filing state returns for 
the same period, court papers show. 

DMHAS, which oversees Connecticut 
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The Windsor Locks foreign trade zone is meant to help exporters compete with international companies by avoiding 


Valley Hospital and the state’s other mental- 
health facilities and services, said that it noti- 
fied mid-probe all its workers about the state’s 
standards for withholding compliance. 

Last December, Shawn Kuhn, DMHAS’s 
human resources director for payroll, work- 
ers’ compensation and benefits, sent out an 
agencywide memo reaffirming the state’s 
and the agency’s standards for document- 
ing withholding declarations, or for claiming 
exemptions. 

It also spells out what to do if employees 
don’t file an updated W-4. 

“Pursuant to IRS Publication 15, an employ- 
ee claiming exemption from federal withhold- 
ing can doso only by filing Form W-4 with their 
employer,’ according to a copy of Kuhn’s memo 
provided by a DHMAS spokeswoman. 

“This filing is only effective for the calendar 
year for which itis filed. To continue exempt fil- 
ing status, each impacted employee must have 
filed anew Form W-4 by Feb. 15, 2015. If one is 
not available [not filed], then taxes should be 
withheld on the basis of ‘single with zero with- 
holding allowances’. If an employee provides a 
new Form W-4 after Feb. 15, 2015 it will apply 
to future wages only. No refund of taxes previ- 
ously withheld will be made.” 


Outside perspective 

Dan Gottfried is a Hartford tax partner with 
law firm Hinckley Allen who regularly repre- 
sents clients in IRS tax matters, though none 
are involved in the “99-ing” probe. 

Gottfried said underwithholding by itself 
usually won't trigger a criminal indictment, 
unless it’s tied to some other misconduct, like 
failing to file a return. 

However, IRS special agent Offord says fil- 
ing a false W-4 is acriminal offense, because 
a clause on the form above the line where fil- 
ers sign warns that, at the risk of perjury, they 
are certifying that they have honestly filled 
out the document. 

But even then, Gottfried said, scofflaws often 
can correct their misdeeds and avoid major 
sanctions — if they fess up first to the IRS. 

“If you come in with your hat in hand and 
try to clean up your problems in good faith, 
prosecution is very rare,” he said. a 
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These individuals are part of an 
outstanding class of upcoming 
business leaders and share a 
commitment to business success, 
personal growth and community 
involvement. Join us for the 40 Under 
Forty awards celebration; this is an 
excellent networking opportunity 
and learning experience for aspiring 
business leaders. 
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Taking 
social Responsibility 
lo Heart 


lease join the Hartford Business Journal at 

our second annual Business Gives Back 
Forum which will provide important information 
on the many ways that businesses of all sizes can 
become more involved in their communities. 


SAVE THE DATE! 
October 22nd, 2015 


Time: 7:30 a.m.— 11:30 a.m. 


Location: Tne Mark Twain House, 
Hartford, CT 


Floyd Green, 
Corporate Vice 
President of 
Community 
Relations & Urban 
Marketing, Aetna 


Keynote Speaker: 





To register visif: www.HartfordBusiness.com 
and click on “Our Events” 


or contact: Amy Orsini at 
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or 860-236-9998 ext. 134 
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NONPROFIT PROFILE 


Alzheimer’s Resource Center of CT 


1261 S Main St., Plantsville | alzheimersresourcecenter.org 


To provide care, education and counselling to patients with Alzheimer’s disease and 
related dementias and to professionals providing patient care. 


TOP EXECUTIVE 


Michael Smith, President & CEO 


Community services and support 
for families providing care at home, 
early memory loss and adult day 
programs, and stage-specific 
residential services for people at all 
levels of dementia. 


FY 2014 SUMMARY 


2014 2013 
Total Employees 258 243 
Total Assets $15,114,935 $15,707,105 
Total Liabilities $15,028,272 $15,949,037 


Contributions & Grants $93,323 $75,586 
Program Service Revenue $15,250,677 $15,322,893 
Investment Income $335,884 $300,376 
Other $18,168 $27,219 
TOTAL $15,698,052 $15,726,074 


Grants $0 $0 
Member Benefits $0 $0 
Salaries/Employee Benefits $10,835,334 $10,630,514 
Fundraising Fees $0 $0 
Other $4,354,855 $4,463,938 
TOTAL $15,190,189 $15,094,452 
MARGIN $507,863 $631,622 





TOP PAID EXECUTIVES (FY2014) 


Base Salary Total Compensation & Benefits 


Michael Smith, President & CEO $258,581 $285,448 
Eileen O’Connor, Director of Nursing $163,256 $179,188 
Carlton Deschaine, LPN $107,991 $119,764 


SOURCE: GUIDESTAR IRS 990 TAX FORM 
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Pictured (from left) are Alec Elbert, Autism Speaks; 
Jessica Serrano-Cortes, Autism Speaks; Alberto Cortes, 
Autism Speaks; Adrian Cortes, Autism Speaks; Cathy 
Poulin, Bob’s Discount Furniture; and Richard 
McCormick, Bob’s Discount Furniture. 

Bob’s Discount Furniture presented 
Autism Speaks a $100,000 check as part 
of its Café Collections for a Cause initiative. 
Bob’s Discount Furniture customers donat- 
ed $30,000 to the Café Collections and Bob’s 
Outreach team more than matched the funds 
raised to provide the nonprofit with $100,000. 
The funds will go toward research, awareness 
and advocacy programs to increase knowl- 
edge of autism and help those affected by the 
condition in communities across the country. 

e@@e08 

The Village for Families & Children 
received a $115,000 grant from Travel- 
ers to support the Truancy Court Preven- 
tion Project at Alfred E. Burr and Martin 
Luther King, Jr. schools in Hartford. The pro- 
gram is designed to help students improve 


attendance, academic performance and their 
social connection to the school. 
eee 

Bank of America’s George A. & Grace L. 
Long Foundation provided a $4,000 grant 
to support Leadership Greater Hartford’s 
Common Ground program. 

Common Ground is a 15-week program, 
offered each fall, that engages high school 
students from Greater Hartford in leadership 
training, diversity awareness and community 
problem solving. 

eee 

A $5,000 grant has been awarded from the 
Stanley D. and Hinda N. Fisher Fund at the 
Hartford Foundation for Public Giving to 
Hartford nonprofit Oak Hill for the Eleanor 
A. Brooks Blindness Related Supports Center. 
The program enhances the quality of life for 
people who are blind or visually impaired by 
providing computer training, mentoring, inde- 
pendent living skills, introduction to assistive 
technology and employment. 

eee 

The Center for Latino Progress has 
been awarded $25,000 by the Travelers 
Foundation for the support of LOGROS: 
Civics, Career & College Readiness Program. 

The grant will allow the implementa- 
tion of a culturally sensitive curriculum 
that will allow youth to acquire learning 
strategies; complete college applications 
and visits; complete scholarship applica- 
tions; and receive financial assistance for 
college registration. 
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Your nonprofit organization seen 
by 31,000+ business readers. 


Hartford Business Journal is pleased to bring you 
the 2015 edition of the Giving Guide: Business 
Gives Back. 


This informative guide highlights nonprofit 
organizations — including the Arts & Humanities, 
Health & Human Services, Foundations and 
Fundraising — that have a presence in the 61-lown 
Central Connecticut (Greater Hartford) region 

that are making a difference in our community. 
Nonprofits play a huge role in the region and 

this guide will showcase their missions, progress, 
governance and many initiatives. 
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Harvard Pilgrim Health 
Care Foundation 


185 Asylum Street, Hartford, CT 06103 | 860-757-6935 


Foundation: 93 Worcester Street, Wellesley, MA 02481 | 617-509-9411 
www.hphc.org/foundation 


Harvard Pilgrim 
HealthCare Foundation 


OUR MISSION: Created in 1980, The Harvard Pilgrim Health Care Foundation supports 
Harvard Pilgrim's mission to improve the quality and value of health care 
for the people and communities we serve throughout Connecticut, Maine, 
Massachusetts and New Hampshire. Since its inception, the Foundation has 
provided more than $130 million in grants. 














1 1 1 
‘The Harvard Pilgrim Health Care Foundation has made investments _* Promote Health Equity and Inclusion. ABOUT US 
in the Hartford Food System to support the purchase and retrofitting ‘ili . 
* Create heightened visibility for healthy eating/active living and Year Established: 1980 1 1 
of a bus to serve as a mobile farmer's market in Hartford, beginning sition Harvard Pilgrim Health Care and the Foundation as a 
late fall 2014. This program will be jointly run with the Hispanic Pt ae Total Number of Employees: 11 
ih leader in community-based health prevention in the region. 
Health Council and will bring fresh fruits and vegetables year-round 
Annual Revenue: N/A . . 
to individuals in need. The Foundation also provided a grant to i 
Billings Forge Community Works in Hartford to support youth VOLUNTEER OPPORTUNITIES S S Oc ; | ad eC | | | S eC if e 
\ ies me aps ia ne eas Oren and Harvard Pilgrim employees improve the communities in which ceocRe ae 6) . cl 7 
gardening education at Billings Forge in September and October. they live and work through Harvard Pilgrim’s Employee Service 
Another stand-out initiative is the Foundation’s mini-grant and Giving initiative. This program enables employees to give The Harvard Pilgrim Health Care 
Y] ’ program. Established to commemorate those Harvard Pilgrim and serve through company-sponsored days of volunteering. Foundation serves communities . 7 7 
= = members who lost their lives on September 11, 2001, Harvard Tn May of this year, Harvard Pilgrim Health Care employees throughout Connecticut, Maine, l f Y ) | ] n r i ] n mM 
Pilgrim and the Foundation created a grants program that allows _joined members of Hands on Hartford for an Employee Service Massachusetts and New Hampshire. . 
each employee to award a $500 grant, completely funded by the Day at the Dr. Martin Luther King, Jr. Elementary School in 
1 Foundation, to the local charity of his or her choice each year. In Hartford. More than 30 volunteers participated, helping to build 
ay 2013, $550,000 was distributed through mini-grants to hundreds a community garden, painting educational murals, and creating 
= | aa of nonprofit organizations in New England. resources that promote fitness and nutrition. 
Over the years, Harvard Pilgrim employees — along with 
GOALS partners/members of the business community — have 
a I + Improve health of communities whete Harvard Pilgrim Health cont/buted to hundreds of volunteer efforts including improving 
e ae dees baincie em local schools and camps; donating clothing, school supplies TCU 
: and computer equipment; supporting disaster relief efforts; eee aa eae Hau 
A - assy F een * Continue to increase access to fresh foods for low- and middle- _and serving at community organizations such as soup kitchens eS era, 
= nd now you can really benefit. Harvard Pilgrim, consistently one of the nation’s highest rated tie in Hartford help plant seeds in the 
z . 4 neue ‘ . . income families. and shelters. In 2013, 98% of Harvard Pilgrim employees 
health plans, is now in Connecticut. So if you're looking for a not-for-profit health plan with a pees fotin of new community garden built at 
i . ‘lerim Health Care staffto _Pa¥ticipated in atleast one form of service or giving. he tk ue 
relentless pursuit to help all our members be happy and healthy, count us in. Expand opportunities for Harvard Pilgrim es is spring by more than 


For more information, talk to your Broker, call 877-594-7190 or 
visit harvardpilgrim.org/CountUsIn 


Harvard Pilgrim 
HealthCare 
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give and serve in local communities. 


Hew Pilgrim Health Care Foundation showed whole-hearted commitment 
to the children of Hartford when they joined us for a day of service at Dr. 
Martin Luther King Jr. Elementary School. Besides planting a community garden to 
grow fresh vegetables for the school food pantry, painting nutrition-themed murals, 
and conducting a health and nutrition workshop for students — the volunteers were 
enthusiastic and energetic and served as great role models, and really let the kids 
know how much they care. They also made a generous financial gift to the school 
resource center, ensuring that their commitment will have a lasting impact. 


- Wanda Guzman, Volunteer Coordinator. 
Hands On Hartford, Hartford, Connecticut 













30 volunteers from Harvard Pilgrim 
Health Care. 
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MOVERS & SHAKERS 





Connecticut Historical Society elects 
new president, board members 


The Connecticut Historical Society recently elect- 
ed Bichop Nawrot as president and Larry Mowell 
and Don Williams as board members for 2015-16. 

Nawrot, the first U.S. immigrant to serve as CHS’s 
president, has served on the board for more than a 
decade. He’s a co-founder of Capital Strategies in 
Bloomfield. 

Mowell was an attorney for United Technologies 
Corp. from 1976 to 2008, and is currently the cor- 
poration’s real estate consultant. 

Williams was a state senator from 1993 to 2014. 
He is deputy director of policy, research and reform 
for the Connecticut Education Association. 


Simsbury Bank adds deposit operations 
manager, mortgage loan adviser 


Simsbury Bank recently announced that Barbara 
Yelle has joined its team as deposit operations man- 
ager and Christian DeBerry has joined as a mort- 
gage loan adviser. 

Yelle previously held a variety of retail and operation- 
al management positions with community and regional 
banks, most recently with Rockville/United Bank as an 


assistant vice president and deposit operations officer. 
DeBerry will work with homebuyers, advising them 
on mortgage options and the application process. He has 
held a variety of mortgage and consumer lender and op- 
erations positions with regional and national firms. 


Three named to CRIS Radio board 


Windsor-based CRIS Radio, a radio-reading ser- 
vice for people who are blind or print challenged, re- 
cently named Gail Lebert, Kay S. Long and Nyema 
R. Pinkney to its board of directors. 

Lebert is the former publisher of the Hartford Busi- 
ness Journal. She is currently the director of partnership 
development at Klingberg Family Centers in New Britain. 

Long is a retired educator who worked in public 
education for 46 years, including as a French/Spanish 
teacher, counselor and school administrator. 

Pinkney, an employee of United Technologies Corp., 
is a CRIS listener and was appointed to the State Reha- 
bilitation Council by Gov. Dannel Malloy. 


Connecticut Forum announces 
promotion, new staff 


The Connecticut Forum has promoted Jamie 
Daniel to director of programming and named Jill 


Fletcher director of corporate advancement. 

Daniel assumes her role following a two-year 
planned transition in which she worked with out- 
going founding President Richard Sugarman on 
programming, including community engagement, 
special projects and panelist selection. 

Fletcher comes to CT Forum from CONNSTEP, a 
management consulting firm. She will help advance 
CT Forum’s corporate relationships. 


Marriott Hartford Downtown 
names operations director 


Marriott Hartford Downtown has named Nick 
Lorusso as its new director of operations. Lorusso 
is responsible for overseeing all rooms and food and 
beverage departments. 

Lorusso most recently was director of food and 
beverage at the Sheraton Birmingham in Alabama. 


CT State Dental Association appoints 
new president, elects governors 


Dr. William Nash, a general dentist in Fairfield, 
was recently installed as Connecticut State Dental 
Association president for a one-year term. 

Nash is a former consulting dentist for the CLASP 





Nick Lorusso 


Nyema R. Pinkney 


Home in Easton and Re-entry Ministry of Bridgeport. 

Also, elected to the CSDA board of governors were: 
Dr. Michael Ungerleider of Granby, president-elect; Dr. 
Jeffrey Simpson of Putnam, vice president; and Dr. Al 
Natelli of Southington, treasurer. Drs. Jeffrey Berkley, 
Anjanette Gjertsen, Neil Goodkind, Steve Hall, Tam 
Le, Laurence Levy, Gary Linker and Stephanie Urillo 
also were elected board members. 


Wright-Pierce expands ownership 
with shareholder elections 


Wright-Pierce, an engineering firm with an office in 
Middletown, recently announced that project manag- 
ers Dennis Dievert and Jon Hume were elected as 
new shareholders. 

Dievert, in Middletown, has more than 14 years 
of experience in wastewater engineering. He serves 
as project manager/lead project engineer oversee- 
ing planning studies, design, permitting, construction 
Oversight and operations for many of the company’s 
large wastewater facility upgrades projects. 

Hume is a project manager with nearly 20 years of 
experience in the planning, engineering design, startup 
and construction administration of water and waste- 
water treatment facility projects. 
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A Publication of 
Hartford Business Journal 


CT's statewide email covering 
business healthcare news... 


From the source you trust. 


Looking for a reliable way to get caught up on the important healthcare news locally and across the state? 
The Hartford Business Journal is excited to announce a new email newsletter that helps busy executives 
like you stay on top of the critical information that you need to run your business. This new weekly email 
product delivers you the must-know information you need to stay competitive in your industry. 


The health care industry is a cornerstone of the region's economy and this new email newsletter looks 

at the latest news and current issues within the industry. This statewide newsletter includes news from 
Hartford Business Journal staff as well as from other media outlets around Connecticut. Delivered every 
Wednesday afternoon. Dont miss a beat. Sign up for CT Health Care Weekly. It’s free! 


Electronic Ad Sizes: 


e Sponsored Content (380 Characters) 


e Leaderboard 728x90 
¢ Medium Rectangle 300x250 
e Half Page 300x600 


For advertising information please contact Christian J. Renstrom, Advertising Director, 


Introducing Sponsored Content... 


Company news? New hire? New building? This item appears 
as the 3rd ‘story’ in the content area of the eNews, with click 
through to the full story or special announcement on your 
company website. It’s a great way to distribute your message 
and associate your brand with a respected news source. 





HARTFORD BUSINESS com 


NEW 
for 
2015! 


at 860-236-9998 ext. 126, or email crenstrom@HartfordBusiness.com 
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To receive 

CT Health Care Weekly, 

sign up at: 
HartfordBusiness.com/eNews 
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Quarterly Profit Change: $4.1M 


Cash: $1.2B 
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Competitors: CommScope Holding Co. Ticker Symbol: APH Stock Price: $55.87 Market Cap: $17.27B 
Molex Inc. 
TE Connectivity Ltd. 52 Week Range Price: $45.27-$60.54 Outstanding Shares: 308.92M 
TOP INSTITUTIONAL INVESTORS CORPORATE SUITE 
Holder Shares % Stake Stock Non-equity 
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Richard Adam Norwitt President/CEO $1,000,000 $0 $5,172,000 $1,540,000 $7,857,315 
Vanguard Group Inc. 24,492,279 7.93 ; 
Diana G. Reardon EVP/CFO $650,000 $0 $2,068,800 $682,500 $3,760,178 
Ceres Mote RCS sel: BUCEIDUL Gusts Luc Walter Senior VP $513,845 $0 $1,206,800 $560,365 $2,451,173 


Connecticut’s Cloud Hosting Provider 


Quick Deployment 


Designed for high-speed deployment, you can 
build and begin using your cloud in just minutes. 


Scalability 


Scale with demand. Unlike traditional 










All the Features! 
None of the Problems! 


Our reliable, secure cloud hosting solution. 
Includes all the following features to help you 
get online quick and expand as you need to. 


shared hosting where resources are 
limited to a physical server. 


High Availability 


OnCloud is built for both performance 






and redundancy at its core, ensuring 
that your data is secure and performing at 
all times. 


Support 


The OnCloud server control panel allows you to 
control all of your services from one central, 
user-friendly location. 


oncloud.com 


€% cloud 


Contact Us Today: 860-953-9283 « sales@oncloud.com 
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OPINION | & COMMENTARY 


EDITORIAL 


Insurance commish 
Should sit out Cigna-Anthem 
deal oversight 


ecently appointed Insurance Commissioner Katharine Wade faces a major test 
with her oversight role in Anthem’s proposed $48 million acquisition of Bloom- 
field insurer Cigna Corp. 

Rather than showcase her skills, however, we believe Wade should sit this decision out. 

Wade, who was appointed commissioner in March by Gov. Dannel P. Malloy, was 
previously a Cigna public policy vice president. Her husband is currently Cigna’s associ- 
ate counsel. With such close ties to the company, Wade must recuse herself from any 
oversight role in the Anthem-Cigna merger. 

To do otherwise would create appearances of a conflict of interest. 

In 2010, the Connecticut Insurance Department came under fire as consumer advo- 
cates and other critics accused the agency of being arubber stamp for health insurers, 
particularly in approving significant annual rate increases. In more recent years, the 
insurance department has been more aggressive in pruning insurers’ proposed rate 
hikes, establishing itself — at least in the eyes of the public — as a tougher overseer. 

Wade has a duty to continue to uphold the integrity of her agency by distancing her- 
self from any regulatory role in the merger, much like Attorney General George Jepsen 
(whose wife works at Cigna) has done. 

In recent public statements, Wade has told various media outlets she has no financial 
interest in Cigna and stopped working there two years ago. She also said she is prepared 
to recuse herself from any Cigna matter in which she had active involvement in but 
added she was not involved in the merger. 

A big issue with government regulatory bodies is that they often employ individuals 
who have past industry ties. It makes sense in a lot of ways because you want regula- 
tors who understand an industry before they make important decisions regarding its 
financial safety and soundness. That revolving door mentality, however, often makes 
regulatory agencies vulnerable to accusations of bias. 


Succession planning conundrum 


As if Connecticut’s economy doesn’t have enough to worry about, HBJ Managing 
Editor Brad Kane in this week’s issue reports on yet another threat to the state’s future 
wellbeing: Lack of succession planning by small and midsized employers, which is 
leaving many companies vulnerable to dissolution or poaching by out-of-state buyers. 

Recent studies that show up to 85 percent of small and midsize employers don’t have 
asuccession plan is amajor cause for concern, particularly as Connecticut’s population 
ages faster than most U.S. states. That means a wave of Connecticut Baby Boomers 
likely will try to sell their business in the next 10 to 15 years, which could lead to busi- 
ness closures, relocations and/or significant layoffs if proper plans aren't put in place. 

We don’t like to preach to company executives, but if you’re thinking about retirement 
in the next five to 10 years it’s time to develop an exit strategy. All businesses should 
consider grooming a next-generation leader or getting the company ready for a sale. 

We understand the day-to-day grind leaves few hours in a week to consider long-term 
plans, but lack of a succession strategy jeopardizes a company’s future. That reality 
should hit home to many business owners, particularly those who are relying on their 
companies’ equity as a retirement nest egg. | 


Last week’s poll results: 

What’s the most logical way to pay 
for Malloy’s $100B transportation 
overhaul? 


64.2% Tolls 


Does your company have a 
succession plan? 


To vote, go online to HartfordBusiness.com. 


11.1% Congestion pricing 
6.2% Mileage tax 
18.5% Other tax hike 
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OTHER VOICES 


New federal regulations 
could force employee 
job reclassifications 


By Robert D. Noonan 


onnecticut employers should brace 
themselves for challenges to the practice 


of paying employees on salary with no 
overtime. Last month, the U.S. Department of 
Labor (DOL) issued proposed regulations likely 
to require the reclassification of some employ- 
ees now paid on salary to hourly, overtime- 
required positions. 
Under the pro- 
posed regs, the mini- 
mum annual salary 
for the exempt-from 
overtime positions 
(exempt) would 
increase from the 
current $23,660 to 
$50,440 ($970 per 
week). Anything 
less will result in 
the employee being 
entitled to overtime (i.e. non-exempt). The 
proposed regulations will undergo a public 
comment period and then be released in final 
form with alikely effective date of Jan. 1, 2016. 
The proposed regulations call for automatic 
increases in the salary threshold as well. 





Salary and duties test 

Connecticut employers should recognize 
that this increase in 
the salary levelis only 
half the problem in 
determining whether 
a position may be 
exempt from receiv- 
ing overtime. To be 
exempt, the position 
must pass the salary 
test, the subject of the 
proposed regs, and a 
duties test. 

In addition, the 
federal law that gov- 
erns the pay issue, the 
Fair Labor Standards 
Act (FLSA), requires 
that most employees in the United States be 
paid at least the federal minimum wage for all 
hours worked, and overtime pay at time and 
one-half the regular rate of pay for all hours 
worked over 40 hours in a workweek. Connecti- 
cut has its own wage laws that are similar, but 
not identical to the federal standard. 

However, the FLSA provides an exemp- 
tion from both minimum wage and overtime 
pay for employees who are employed in one of 
three exemption groups: executive, adminis- 
trative and professional. In addition, outside 
sales positions and certain computer employ- 
ees may be exempt professionals under the 
federal law. Note, the computer exemption is 
not recognized under Connecticut law. 


workweek. 


> Unless the position meets 
the salary threshold and 
passes the duties test, the 
employee must receive 
overtime for the hours 
worked beyond 40 in that 


The legal standards for these so-called 
white-collar total exemptions are contained in 
current DOL regulations. Unless the position 
meets the salary threshold and passes the duties 
test, the employee must receive overtime for the 
hours worked beyond 40 in that workweek. 

The stakes in misclassifying employees 
can be high. Wage and hour violations are 
among the most costly employment-related 
cases. In fiscal year 2014, the DOLis Wage 
and Hour Division collected $240 million in 
back wages for more than 270,000 workers. 
Among the most commonly found violations 
are misclassifying employees as exempt Sal- 
ary followed closely by classifying individu- 
als as independent contractors rather than 
employees. “Working supervisors” and other 
mid-level salary positions are likely sources 
of violations and targets for reclassification. 

Payless ShoeSource Inc. recently agreed 
to settle such a class action in New Haven 
federal court for just under $3 million. In 
that case, shoe store managers claimed that 
they spent more than half their time in stores 
alone and primarily performed non-manage- 
rial duties such as operating cash registers, 
cleaning, greeting customers and answering 
phones — activities that did not qualify them 
as executives under the exemption. 

Employers should expect that these pay 
issues will intensify and enforcement will 
become far more 
vigorous with the 
promulgation of 
these proposed regs 
in final form, particu- 
larly amid a national 
debate on pay equity 
and minimum wage 
and a national presi- 
dential election about 
to take center stage. 

And, on the hori- 
zon may be a more 
difficult problem asa 
result of acourt case 
unfolding in Illinois: 
Non-exempt employ- 

ees who claim that they are entitled to addi- 
tional pay because they respond to emails or 
voicemails in their off-hours. 

Connecticut employers should anticipate 
that some of their employees currently on sala- 
ry must be transferred to the hourly ranks either 
because of the new salary threshold or because 
they have been misclassified under the current 
regulations. Re-examining the workforce’s 
exempt/non-exempt and independent contrac- 
tor/employee status is advisable and far better 
before the notice of violation arrives. a 
Robert D. Noonan is the founder of Middle- 

field boutique law firm Robert Noonan & 
Associates. 


»7, send Us Your Letters 


&Y, 


The Hartford Business Journal welcomes letters to the editor and guest 
_ commentaries for our opinion pages. Electronic submissions are preferred and 
~~ welcome at: editor@HartfordBusiness.com. Or you may fax submissions to 
~~ Editor, Hartford Business Journal, at (860) 570-2493. 
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THE RAINMAKER 


3 steps for producing revenue 


By Ken Cook 


n obstacle for anyone who focuses on 
A relationships is the reluctance to take 

advantage. There is a great investment 
in building a relationship. There is trust built 
over time. Capitaliz- 
ing on a relationship 
for a deal can feel as 
if youre tarnishing 
the relationship. It 
can feel as if you are 
taking advantage of 
the trust that some- 
one places in you. 

If you approach 
relationships from a 
selling perspective, 
this can often be the 
case. So, to identify opportunities to generate 
revenue from good relationships, think about 
the “Family Member Standard.” 

At the intersection of relationships and 
sales, I always advise salespeople to think 
about a family member, a sibling or parent 
who you really care about and are close to. 
Would you feel good presenting the deal to 
the family member if the family member were 


BIZ BOOKS 





in the same situation as the customer? 

If the answer is no, reconsider what you 
are presenting. In astrong relationship gener- 
osity is the key, and helping the other person 
needs to be the mindset. 

When selfish motives take hold, the abil- 
ity to trust Someone can be put on hold, and 
in some instances, take a hit. The motivation 
for a deal has to emanate from a desire to be 
generous and to help. 

To get to this point requires an under- 
standing of what the customer is dealing with 
— what are the challenges and concerns? As 
any great communicator will tell you, seek 
first to understand. 

Once you know what the other person is 
experiencing and what is motivating them, 
you can then contribute value. Otherwise, 
youre contributing information that may or 
may not matter. 

Consider the following three steps to help 
identify opportunities where relationships 
can result in revenue. 

First, learn about the person. Go beyond 
traditional sales research on an account. 
Everyone selling solutions is trying to fig- 
ure out the industry challenges a customer 
is facing. 


from good relationships 


They all look for articles or informa- 
tion that relate to those issues, and then 
send the information on with a note that 
says something like: “Saw this article and 
thought of you. Hope you find it helpful.” 

Go beyond account research and focus on 
the person. Review a person’s online profile, 
LinkedIn, Facebook, etc. Do a Google search 
about them. The purpose is to learn about 
the person and connect to them on a more 
personal level. 

Second, be generous. Based on your 
research, stockpile ways to be generous 
with this person. The acts of generosity 
should be a mix of business and personal. 
Talk about a charity they are involved in, 
ask about their school, or talk about com- 
munity organizations or events. 

When appropriate and a good fit, be gen- 
erous about your offerings. Your products, 
services and solutions might be just the 
answer the customer needs to overcome 
a problem. Don’t let a fear of tarnishing a 
relationship get in the way of improving a 
relationship. 

Third, ask. Over the course of time the 
customer learns more and more about you. 
You learn over time more and more about the 


challenges and issues the customer is facing. 
Bring the two together with asimple question 
such as: “You know what I do. Is there any 
way I can be of service?” 

Two things about this question: One, 
using “I” instead of “we” personalizes it; 
two, it is open-ended and should be left that 
way. Don’t be tempted to add a follow-on 
such as “Maybe I can help with the opera- 
tor training issues you're dealing with on 
the shop floor.” 

The open-ended nature of the question invites 
a wide array of responses. It is also a good test 
of how receptive the customer is to moving on to 
exploring a transaction of some type. 

Turning relationships into revenue is a 
matter of research and understanding, gen- 
erosity, and asking for an opportunity when 
appropriate. 

If you do these three things you will find 
that doing business together will strengthen a 
relationship, not capitalize on ortarnish it. 
Ken Cook is the co-founder of How to Who 
and co-author of How to WHO: Selling Per- 
sonified, a book and program on building 
business through relationships. Learn more 
at www.howtowho.com. 


10 steps to create a nealtnhier business 


4 W orkplace Wellness that 
Works: 10 Steps to Infuse 
Well-Being and Vitality 
into Any Organization” by Laura Put- 
nam (John Wiley & Sons, $35). 

While Putnam's focuses on wellness pro- 
grams for employees, business also suffers 
from many of the same health problems as 
their workers — like poor vision, obesity 





and fatigue. When a business 
isn’t healthy, the results can 
be seen in poor decision- 
making, declining produc- 
tivity and low morale. 

Her 10 imperatives pre- 
scribed for creating employ- 
ee wellness apply to creating 
business wellness as well. 

1. Changemaker — Fess 
up to the fact your business 
isn’t healthy. Doing nothing 
(i.e. maintaining the status 
quo) won't cure your ills. Initi- 
ate change by explaining why 
things must change and solicit 


feedback from employees at all levels. Their 
input helps identify the unhealthy habits 
the business has developed and wellness 
alternatives. It also creates buy-in to the 


change process. 


2. Imagination — With an eye on the 
alternatives, develop a vision of “becoming 
our best selves.” It’s all about “get smarter, 
get happier, get heathier.” This “we” approach 
acknowledges that individual choices impact 


colleagues and the organization. 
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Jim Pawlak 


3. Culture — The organiza- 
tion's culture drives the engage- 
ment of employees. Examine 
how the culture must change 
to support the new vision — 
especially with respect to 
processes, decision-making 
and collaboration. “Gather 
the stories behind the data.” 
Solicit feedback and use it to 
feed forward. 

4. Optimism — Fix- 
ing what’s wrong starts by 
building from what’s right. 

Why? Attitude. Continuing to build on 
their strengths and input starts the change 
process on the positive footing, which makes 
fixes easier to implement. Thinkin terms ofa 
performance review: If you start with afocus 
on the negative, employees will feel down- 
trodden. If you start with their strong points, 
acceptance of areas needing improvement 
will come easier. 

5. Interdisciplinary — Tear down 
silos. Common goals require  cross- 
functional solutions. To be _ effective, 





> Experimentation Is the ‘often messy but 
productive part of creativity, innovation 


and, ultimately, success.’ 


collaboration requires the knowledge 
and appreciation of various perspectives. 
When teammates learn from teammates 
better, solutions are thought through and 
unexpected consequences are minimized. 
Outside stakeholders must be involved, too. 

6. Go Stealth — Salespeople know that 
the hard sell rarely works. By focusing on 
what’s important to both the organization and 
its employees, aneeds/benefits construct can 
be developed. It needs to address the resil- 
ience required to change the ways things 
are done and de-emphasize the stress that 
change brings about. By emphasizing devel- 
opmental opportunities, employees will see 
the challenge and not the newness of doing 
different things and doing things differently. 

7. Engagement — “Behavioral change: 
Easy to start; hard to sustain.” Success 
depends upon the “why” people need to 
embrace change. To motivate, find out what 
employees care about and tap into it. There’s 
no one size fits all. 

8. Make it easy; make it normal — 
Living the new culture involves walking 
the talk. Be arole model. Others will follow 


your cues and synch with the new normal. 

When it comes to spending money when 
times are tough, make it easier for people to 
do their jobs. Technology and proximity to 
interaction come to mind. 

9. Experimentation — “It’s the often 
messy but productive part of creativity, 
innovation and, ultimately, success.” When 
it comes to initiating change, there’s no way 
it can be successful coming out of the gate. 
Launch, then iterate. Learn by doing and 
make adjustments. The iterative process 
will get employees engaged because you'll 
need feedback to develop the next iteration, 
and their willingness to execute it. 

10. Go global — The cloud provides 
businesses with a way to share best prac- 
tices. Don’t limit your search for answers to 
those in your industry. Find other sources 
who found answers to your questions and 
adapt them to your situation. 

Key takeaway: “Start the Movement, 
Build the Movement, Make it Last.” a 
Jim Pawlak is a nationally syndicated 
book reviewer. 
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UCONN REALTY PROFESSOR NAMED KINNARD 
DISTINGUISHED RESEARCH SCHOLAR 


UConn professor John Clapp has been named the first Kinnard 
Distinguished Research Scholar in the business school’s Center for 
Real Estate. Clapp is a long-time professor of real estate and finance 
at the UConn School of Business. 


His statistical methods for tracking the evolution of property prices 
over space and time were featured at a meeting of the International 
Association of Assessing Officers and published in the Journal of 
Property Tax Assessment and Administration. His extensive research 
on that topic has resulted in numerous articles in scholarly journals. 
Clapp also served as the director for the Center for Real Estate and 
Urban Economic Studies from 2009 to 2012. 


MATTHEW S. HOFFMAN NAMED ONE OF 
AUTOMOTIVE NEWS’ 40 UNDER 40 


Hoffman Auto Group’s Vice President 
Matthew S. Hoffman has been named 
one of Automotive News’ national 40 
Under 40 Retail. The list includes key 
players in the automotive industry 
across the nation who have demonstrat- 
ed their ambition, expertise and growth 
plans for this generation and beyond. 


Hoffman started as a lot attendant. In his 
current role he is focused on improving 
the business, giving back to the commu- 
nity and setting the bar high for his team. 





ST. FRANCIS CARE SELECTED TO PARTICIPATE 
IN NATIONAL HEALTH EQUITY INITIATIVE 


Hartford’s St. Francis Care has been selected to participate in a 
national helaht equity initiative called “National Initiative 

V: Improving Community Health and Health Equity through Medical 
Education,” sponsored by Chicago-based Alliance of Independent 
Academic Medical Centers. 


St. Francis was selected based on its demonstrated commitment to 
better understanding and reducing health disparities in its commu- 
nity. During the program, a leadership team from St. Francis will 
collaborate with select hospitals from across the United States in 
engaging community partnerships that will result in better care for 
at-risk populations. 


DAY PITNEY PARTNER RECEIVES CT BAR ASSOC. 
EDWARD F. HENNESSEY PROFESSIONALISM AWARD 


The Connecticut Bar Association presented the Edward F. 
Hennessey Professionalism Award to Day Pitney partner Albert 
Zakarian in recognition of his dedication to the highest ideals and 
standards of the legal profession. 


Award recipients must have demonstrated integrity, character, compe- 
tence, ethics, civility and mentoring over the course of their career while 
also enhancing the public’s perception of the legal profession. Zakarian 
has tried more than 100 cases to verdict, including representing high- 
profile public figures in civil litigation. His practice is focused on labor, 
employment and business litigation in state and federal courts. 


EVERSOURCE RECEIVES INNOVATION PRIZE 


Berlin utility Eversource was recently recognized as a 2015 
Connecticut Quality Improvement Award Innovation Prize recipient for 
its state-of-the-art PRIME program. The PRIME program was estab- 
lished to help customers reduce electric consumption per unit manu- 
factured through process improvements. 


In 2013 and 2014, 129 Eversource customers participated in PRIME 
and saved a combined total of more than 3.6 million kilowatt-hours of 
electricity annually, which resulted in approximately 1,700 tons of 
avoided C02 emissions. 


Please Note: All electronic submissions for Accolades should be 
sent to accolades@HartfordBusiness.com. For more information 
about the Hartford Business Journal’s Accolades Page, please visit 
www.HartfordBusiness.com. 
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P Eight UnitedHealthcare finance 


Staff members recently spent 
the day refurbishing the weight 
room at the Southwest Boys 
and Girls Club. The gym facility 
was refreshed, painted and 
repaired to provide an 
environment that encourages 
Club kids to have a healthy, 
physically active lifestyle. The 
Boys and Girls Clubs’ Sports, 
Fitness & Recreation programs 
foster physical fitness, develop 
social skills and provide a 
positive way for young people 
to spend leisure time and 
channel their youthful energy. 
The UnitedHealthcare finance 
Staff members pictured (from 
left) are Josh Adler, Brian 
Gauthier, Deidre Gugliotti, Toni 
Johnson, Zack Marcoux, John 
Nagy, Leonard Pienee and 
David Symonette. 


Bob’s Discount Furmiture 
recently held its 28th annual 
golf outing where more than 
250 participants took part at 
the Tunxis Plantation Country 
Club, followed by a gala at The 
Farmington Club. The event 
raised $452,000 for children’s 
charities, which will benefit 
organizations selected by Bob’s 
Discount Furniture’s Charitable 
Foundation, including the 
Nutmeg Big Brothers Big 
Sisters, Family & Children’s Aid, 
Connecticut Children’s Medical 
Center and Camp Rising Sun, a 
camp for over 120 children 
battling cancer. The golf outing 
has raised more than $6 million 
for charity in its 28-year history. 
Bob’s Discount Furmiture 
became an event partner in 
1991, when the company was 
started. Pictured is Bob 
Kaufman, president emeritus 
and co-founder of Bob’s 
Discount Fumiture. 


Bloomfield insurer Cigna was a 
presenting sponsor in the 
Shatterproof Challenge 
Hartford. More than10 
employees rappelled the 
22-Story Hartford Hilton in 
support of Shatterproof, a 
national organization that helps 
protect children from addiction 
to alcohol or other drugs and 
aims to end the stigma and 
suffering of those affected by 
addiction. Cigna also presented 
Shatterproof with a check for 
$20,000 to support its efforts to 
increase awareness and 
funding for the prevention, 
treatment and recovery of 
addiction. The event raised 
more than $185,000. 
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FREE Admission FREE Screenings 
FREE Flu Shots Blood Pressure, Glucose, 


Cholesterol, Skin 
& More! 
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1OAM-5PM 
XL Center, Hartford, CT 












FREE 





FUN 


Inaugural H&W Family 5K! Ticket To Every 
VIP Meet & Greets, + 
Face Painting and More! Attendee! 


Visit nbcconnecticut.com and search “Health” for more information. Call 860-313-4257 if you would like to be a vendor. 
"500 flu shots available per day. “Hartford Wolf Pack tickets available while supplies last. 
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If you're an AT&T customer, your telecom provider is changing* So we at Cox Business 
WVOlU (eM <omvole-1<omual we) e)ole)aiUlaliavmremlalicolel0(x-MelUlas\-)\.-\-8-]ale Mm A\VIKcM VOLO MCOm IU IMUS 

as your new provider. We've served the Connecticut area for more than 15 years and 
Ta\icssitcre Maalliitelalcmlamual=meolanlanlelalinva-l(elalemualoMii-\ ANA oMUcMat-lealcre -Malcico)aMelmiaU im iin 
our customers by providing them with the services and support they need. And we 
make it easy to get the same for your business: 


1 Call (866) 791-2044 or visit coxbusiness.com/switchnow 


2 Get a custom solution for your business 


Our local team is available 24/7, so you can trust us 
to give your business the service it deserves. 


SPEAK TO A COX REPRESENTATIVE 
CALL TODAY (866) 791-2044 COX 


*AT&T Press Release, Dec 2013. http://www.att.com/gen/press-room?pid=25160&cdvn=news&newsarticleid=37344&mapcode=corporate. © 2014 Cox Communications, Inc. All rights reserved. 
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